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SUBJECT INDEX 
I/R Code 


400.00 Advertising/Public Relations 


Current Trends (June, p. 25) 


400.03 General Management 


Counseling (June, p. 18) 


500.00 Agency 


Does It Work? (January, p. 10); Making 
Management Fun Again (January, p. 12); 
Agency Management (February, p. 13); Put It 
Together (March, p. 6); You Need Help (March, 
p. 15); At the Top (Part 1) (March, p. 18); 
Agency Productivity A to Z (May, p. 8); At the 
Top (Part 2) (May, p. 16); Time to Grow (July, 
p. 11); It Takes Time (August, p. 12); The Top 
10 (December, p. 14); Anyone Looking? 
(December, p. 22) 


500.01 Productivity 


Agent Peer-Group Meetings (July, p. 27) 


500.02 Meeting Material 


Telephone Sales (January, p. 31); Policy 
Delivery (April, p. 29); Quality Selling (June, 
p. 31); Getting the Interview (July, p. 31); 
Defining Productivity (August, p. 31) 


500.04 Supervision and Management 


Start With Structure (January, p. 16); 
Optimism Works (February, p. 9); Hands-on 
(February, p. 20); Are You Failing At the 
Basics? (February, p. 27); Feeding Your 
Powers of Observation (February, p. 31); 
Feeding Your Powers of Observation (April, 
p. 23); Don’t Leave Them Alone (May, p. 28); 
“Cross-Pollination” Training (May, p. 29); 
Planning for Peak Performance (June, p. 10); 
Common Blunders (June, p. 30) 


500.14 Supervision 


The Team Leader (July, p. 25) 


1400.00 - Business Insurance 


Opening a Dialogue in the Business Market 
(May, p. 27) 


1800.00 Communications 


The Important Skill (July, p. 26) 


2750.07 Marketing 


Make 1993 a Winning Year (January, p. 6); 
Targeting Businesses (March, p. 11); Giveaway 
Power (May, p. 24); Relationship Marketing 
(June, p. 14) 


3900.00 Interview Techniques 


How Well Do You Listen? (May, p. 26); Careful 
Selection (July, p. 15) 


Sales Techniques — Life Insurance 
A “No-Brainer” (May, p. 27) 


4400.99 


4450.04 Variable Life 


Fad or Trend? (July, p. 18) 


5000.01 Agent Directed 


Learn How to Motivate During Recruiting 
(January, p. 30); Two Ideas for Ongoing 
Contests (April, p. 24); Oops (August, p. 6) 


5000.03 Whole Man/Whole Woman Concept 


Are They Plugged In? (August, p. 25) 


5100.10 Home Service 


Supervise Activity (May, p. 20); Beyond the 
Year 2000 (June, p. 29) 


5100.12 Planningand Time Control 


The Time of Your Life (April, p. 27) 
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5100.13 Prospecting Procedures 


Seeking More Prospects? (July, p. 22) 


5100.16 Sales Procedures 


Want to RAP? (May, p. 6) 


5550.00 Persistency 


Breaking the Barrier (February, p. 17) 


5600.00 Personal and Office Efficiency 


The Key to Getting Better Service (January, 
p. 29); Activity ls Key (February, p. 6) 


5600.01 Planning and Time Control 


Time Management Profile (February, p. 28); 
Procrastination (July, p. 30) 


5600.02 Prospecting and Sales Procedures 


16 Ways to Increase Your Sales (February, 
p. 30); Which Should Come First? (June, p. 27) 


5600.051 Recruiting 


Partner Plays Vital Role (January, p. 27); New 
Priorities for Graduates (February, p. 25); 
Further Support for Referrals (February, 

p. 25); Athletic Qualities (February, p. 26); The 
Six Vital Components (February, p. 26); 
Explosive Growth (April, p. 6); Set Your Goal 
(April, p. 12); Reaching Higher (April, p. 12); 
20 Percent a Year? (April, p. 13); Begin With 
Dreams (April, p. 14); Vertical Growth (April, 
p. 15); Bring Them Back In (April, p. 16); Not 
On Your Own (April, p. 16); Look Carefully 
(April, p. 17); Want to Grow? (April, p. 18); 
Trends Shift in Agency Bulletins (April, p. 25); 
The Job Sample (June, p. 28); Looking for 
Experience (July, p. 28); A Direct-Mail 
Approach (August, p. 28); Keeping It on the 
Agenda (August, p. 28); High and Low 
(December, p. 18); The Selection Process 
(December, p. 10) 


5600.06 Public Relations 


Referred by Association (January, p. 28) 


5600.07 Policyholder Service 


Taking Service Seriously (January, p. 30); 
Seven Contacts a Year (May, p. 23); Decisions 
of the Elderly (August p. 29) 


6000.01 Markets 


Marketing Through CPAs and Attorneys 
(January, p. 25); Focus Marketing (May, p. 29); 


Defining a Market (June, p. 27); Do Your 
Programs Lack Follow-through? (July, p. 28); 
Is Your Agency Designed for Diversity? 
(August, p. 26) 


6000.02 Methods 


A Dozen Ways to Make Cold Calling Fun 
(April, p. 30); Avoid the Depths of Prospecting 
Hell (May, p. 12); Profitable Prospecting 
(August, p. 9) 


6000.05 Telephone Techniques 


Nothing Happens by Accident (June, p. 6) 


LIMRA Tools and Services 


Agent Development Library (May, July); 
AMTC (January, July); Agency Planning Tools 
(September); Attracting the Affluent (March); 
The Insurance Agent's Guide to Telephone 
Prospecting (February); New-Agent Tools 
(January, May, June, August, September, 
October, November); Retirement 100 
(February, September); Selling College 
Education Plans (August, September); Selling 
in the ‘90s (February, May, June); Top Ten 
Best-Selling Books (May); Winning: Direct 
Marketing for Insurance Agents & Brokers 
(January) 


The Catalyst 


Our Changing Marketplace: Off the Rack but a 
Perfect Fit (January, p. 32); Our Changing 
Marketplace: Total Product and Service 
Customization (March, p. 32); Trend 2, 
Information (May, p. 32); Getting Ahead (July, 
p. 32); Trend 2: The Value of Information 
(September, p. 32); Hostility Growing 
(November, p. 32) 


Collector's Corner 


Truths, Rhymes, and Old Saws (January, p. 9); 
Put the Life Insurance Business in Order 
(March, p. 30); The More Things Change, the 
More Things Stay the Same (April, p. 22); 

10 Things You Should Know About Life 
Insurance Owners (May, p. 37); Interpreting 
Buzzwords and Phrases (June, p. 13); 18 Steps 
to Agent Development (October, p. 24); Ten 
Reasons to Focus on Quality Service in Agent 
Development (November, p. 15); Selection 
Help From the Great and Near Great 
(December, p. 4) 
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The Exchange 


What Is the Best Way for Agents to Get 
Referrals? (February, p. 32); What Is the Best 
Prospecting Tip You Can Give to a New 
Agent? (March, p. 9); What Tells You the Most 
About a Recruit’s Character? (July, p. 9); What 
Kinds of Rewards Motivate Your Veteran 
Agents? (August, p. 32); What Characteristics 
Are Common to Your Most Successful 
Agents? (September, p. 14); What Kind of 
Skills Do Your Agents Need to Compete in the 
Changing Marketplace? (October, p. 3) 


Guest Editorial 


Spark Productivity in New Agents (February, 
p. 3); AMTC — A Big Step Toward Success 
(July, p. 3); The Top of the Table Secret 
(December, p. 3) 


Mining the Markets 


The Changing Age Composition of the Work 
Force (April, p. 32); Market Implications of the 
Changing Age Distribution (June, p. 32); 
Changing Households (October, p. 32); 
Stirring the Salad Bowl (December, p. 32) 


President's Page 


What’s in Store for You? (January, p. 2); You 
Hold the Key (February, p. 2); Getting to the 
Top (March, p. 2); Begin Your Journey (April, 
p. 2); How Are You Doing? (May, p. 2); Reach 
Out (June, p. 2); My Child? (July, p. 2); Selling 
More Policies (August, p. 2); Increasing 
Activity (September, p. 2); How |s 1993? 
(October, p. 2); Thanks for Your Support 
(November, p. 2); Strengthening the Industry 
(December, p. 2) 


AUTHOR INDEX - 1993 


ANDERSON, BURR, CLU, ChFC, “Looking to Improve” 
(October, p. 8) 


ARMSTRONG, BARRY, “Monday Night Madness” 
(September, p. 3) 


BACHRACH, BILL, “Throw Down the Gauntlet” 
(October, p. 14) 


BARLOW, JAMES D., “A ‘No-Brainer’” 
(May, p. 27) 


BEARD, PHILIP (MIKE), LUTCF, “AMTC — A Big Step Toward 
Success” (July, p. 3) 


BENJAMIN, DELVIN E., J.D., “Filling Their Needs” 
(November, p. 16) 


BENNETT, SIMON J., FALA, CIAM, “The Six Vital 
Components” (February, p. 26) 


BROD, DAVID, “‘Cross-Pollination’ Training” 
(May, p. 29) 


BROWN, ROBERT L., CLU, ChFC, CFP RHU, “Making 
Management Fun Again” (January, p. 12); 
“Start With Structure” (January, p. 16) 


BURKHARD, J. THOMAS, JR., CLU, ChFC, CFP. “Two at the 
Top” (October, p. 16) 


CLAPP, JOHN, “Hands-on” (February, p. 20) 


COWAN, HOWARD B., CLU, ChFC, “The Selection Process” 
(December, p. 10) 


CUNNINGHAM, W. PATRICK, CLU, ChFC, “Careful 
Selection” (July, p. 15) 


DALESSIO, ANTHONY T., Ph.D., “Does It Work?” 
(January, p. 10) 


DALY, ELLEN, “Giveaway Power” 
(May, p. 24) 


DARE, MARY, “Supervise Activity” 
(May, p. 20) 


DAVIES, JOHN, “The Time of Your Life” 
(April, p. 27) 


DAY, CAROL, ChFC, “Optimism Works” (February, p. 9); 
“Want to RAP?” (May, p. 6) 


DEMPSEY, KAY I., “Oops” (August, p. 6) 


FITZPATRICK, GRAHAM, “Partner Plays Vital Role” 
(January, p. 27) 


GADSON, RON, CIAM, “You Need Help” (March, p. 15) 


GALLACHER, KEN, LUTCF, “Agency Management” 
(February, p. 13) 


GRAHAM, JOHN R., “Make 1993 a Winning Year” (January, 
p. 6); “16 Ways to Increase Your Sales” 
(February, p. 30); “Pull More Customers” 
(September, p. 15) 


GUNTER, KEN, CIAM, “Counseling” (June, p. 18) 


HAJNY, THOMAS, CLU, CFP. “Activity Is Key” 
(February, p. 6) 


HARRIS, RICHARD B., Ph.D., “Relationship Marketing” 
(June, p. 14) 


HOPE, DOUG, “Don’t Leave Them Alone” (May, p. 28) 
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KARTHAUSER, CLIFFORD, CLU, ChFC, “Putting It Together” 
(November, p. 13) 


KEATS, LINDA, “Nothing Happens by Accident” (June, p. 6) 


LINDENBERG, SHERRI K., “Andrew Strikes!” 
(September, p. 16) 


LYNCH, KINNEY L., CLU, ChFC, “Spark Productivity in New 
Agents” (February, p. 3) 


MACDONALD, JIM, CIAM, “Put it Together” 
(March, p. 6) 


McNICHOL, ROBERT E., JR., CLU, ChFC, “High and Low” 
(December, p. 18) 


MAZORRA, GUS, “Focus Marketing” (May, p. 29) 


MELCHINGER, JOHN H., “Avoid the Depths of Prospecting 
Hell” (May, p. 12) 


MITCHEL, JAMES O., Ph.D., CEBS, “Turning It Around” 
(October, p. 11) 


MOELLER, STEVE, “Searching for Success” 
(October, p. 22) 


NAHORNEY, DANIEL J., “Breaking the Barrier” (February, 
p. 17); “Explosive Growth” (April, p. 6); “Set 
Your Goal” (April, p. 12); “Reaching Higher” 
(April, p. 12); “20 Percent A Year?” (April, 
p. 13); “Begin With Dreams” (April, p. 14); 
“Vertical Growth” (April, p. 15); “Bring Them 
Back In” (April, p. 16); “Not On Your Own” 
(April, p. 16); “Look Carefully” (April, p. 17); 
“Time to Grow” (July, p. 10); “It Takes Time” 
(August, p. 12) 


NELSON, WARREN, CLU, LUTCF, “Planning for Tomorrow” 
(September, p. 7) 


NORWOOD, GROVER C., CLU, ChFC, “Our Changing 
Marketplace: Off the Rack but a Perfect Fit” 
(January, p. 32); “Our Changing Marketplace: 
Total Product and Service Customization” 
(March, p. 32); “Trend 2, Information” (May, 
p. 32); “Getting Ahead” (July, p. 32); “Trend 2: 
The Value of Information” (September, p. 32); 
“Hostility Growing” (November, p. 32) 


PAYNE, TOM, “A Dozen Ways to Make Cold Calling Fun” 
(April, p. 30) 


PELL, ARTHUR R., Ph.D., “The Key to Getting Better 
Service” (January, p. 29) 


PELLECHIO, ANTHONY, “Want to Grow?” (April, p. 18) 


PFINGST, DAVID, CIAM, “Planning for Peak Performance” 
(June, p. 10) 


PITTMAN, JAMES DOUGLAS, CLU, ChFC, “Marketing 
Through CPAs and Attorneys” 
(January, p. 25) 


POLAND, TOM, CIAM, “Agency Productivity A to Z” 
(May, p. 8) 


RETZLOFF, CHERYL D., ACS, “Behind the Numbers” 
(November, p. 6) 


ROBERT, LEE E., “OPE” (September, p. 10) 


ROMANS, SUSAN E., Ph.D., “Which Should Come First?” 
(June, p. 21) 


RUSSELL, PAUL R., CLU, ChFC, “Are You Failing at the 
Basics?” (February, p. 27) 


RUSSO, VINCENT R., CLU, ChFC, “Taking Service 
Seriously” (January, p. 30) 


SAVAGE, ROBERT C., CLU, ChFC, “At the Top” (Part 1) 
(March, p. 18); “At the Top” (Part 2) 
(May, p. 16) 


SCANLON, JAMES T., “Buying Trends in Canada” 
(November, p. 10) 


SCULLY, JOHN C., CLU, “What's in Store For You?” 
(January, p. 2); “You Hold the Key” (February, 
p. 2); “Getting to the Top” (March, p. 2); 
“Begin Your Journey” (April, p. 2); “How Are 
You Doing” (May, p. 2); “Reach Out” (June, 
p. 2); “My Child?” (July, p. 2); “Selling More 
Policies” (August, p. 2); “Increasing Activity” 
(September, p. 2); “How Is 1993?” (October, 
p. 2); “Thanks for Your Support” (November, 
p. 2); “Strengthening the Industry” 
(December, p. 2) 


SILK, SUSAN L., FLMI, “Anyone Looking” (December, p. 22) 


STOUT, JOHN D., Ph.D., LLIF, “The Top 10” 
(December, p. 14) 


TUMICKI, ELAINE F., CLU, ChFC, “Fad or Trend?” (July, p. 18) 


UNGASHICK, THOMAS W., CLU, ChFC, “What's Next?” 
(August, p. 18) 


WHITEHOUSE, RAY, “Feeding Your Powers of 
Observation” (April, p. 23) 


WIHBEY, MARY ANNE, CLU, ChFC, “Targeting Your 
Market” (October, p. 20) 


WORKMAN, BILL, CLU, ChFC, “Targeting Businesses” 
(March, p. 11 


WORTH, RICHARD B., CLU, “Two at the Top” 
(October, p. 16) 


YELLEN, PAMELA, “Profitable Prospecting” (August, p. 9) 
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